Buying and Selling Businesses? Avoid
Mistakes Which Cost You a Fortune with
David Barnett

This article shares the expert insights of [Guest Name] on the key
strategies for successful business deal-making, involving the importance of
need-based selling, self-analysis, and relationship-building in businesses.

The importance lies in its provision of tactical approaches that can guide
any business—novice or experienced—to make strategic decisions,
optimize operations and understand the nature of their business.

Proceeding with these exercises will equip you with a profound
understanding of these strategies, enabling you to implement them in your
venture and achieve your business goals.

Quote to remember from the Interview

"The best advice that I've ever received is that the terms are more
important than the price."

What You'll Learn From the Activity

The designed activities will help you critically reflect on the essential
business strategies elaborated in this article. Through situational exercises
and self-reflection questions, you'll understand how these strategies can be
applied in your individual business context and build your problem-solving
skills.



Activity

Reflect on the statement: "Businesses are sold when there's a need, not
merely to cash out." How does this apply to your business?

Enumerate three ways you can improve self-analysis within your venture.

1.

What strategies can you employ to improve relationship-building within your
organization?

On a scale of 1-10, how effective do you think having a strategic plan for a
business deal is? Provide reasons for your answer.



True or False: Control is a primary issue in business brokerage. Explain
your answer.

Can you remember a business deal which fell apart despite high volume or
lead time?

How would you differentiate between owning a business and having a job?

Do you agree with the statement "The terms are more important than the
price"? Why or why not?

Recall a business deal (real or hypothetical) in which the terms justified the
high price.

Reflect on the three key lessons you learned from the article.



Can you implement any of the lessons shared in the article in your
business within the next 24 hours? If so, how?

List down three actions you can take from those lessons.

1.

Enumerate and explain three distinct roles that a team can play in the
successful running of a business.

Complete this sentence: "My biggest struggle in my business right now is

Identify a situation where your negotiations for a deal focused more on the
price than on the terms.

How do you think your business would have benefited if the terms were
prioritized over the price?



True orFalse: Delegation is crucial for achieving desired results. Explain
your answer.

What steps can you take to improve your delegation skills?

Reflect on a scenario when you could have delegated a task for better
results.

What changes are you willing to make in your business approach based on
the advice and strategies shared in this article?

Rank the lessons given in the article based on their relevance to your
current business situation.

Enlist ways you can become a better negotiator based upon the strategies
shared.



Can you think of a time when you understood your business as just a job?
What made you think this way?

Reflect on the significance of self-analysis and relationship-building in your
business's success.

Do you agree with the statement, "If you can't get a team together to
perform the function of the business, then it's just a job"? Why or why not?

Reflect on your entrepreneurial journey. What are the three major
takeaways so far?

1.

At this moment, what do you think is the main difference between owning a
business and having a job?



Reflecting on the strategies discussed, suggest ways to develop a more
need-based approach to business dealings.

Repeat behind closed eyes, "The terms are more important than the price.'
How does this statement alter your conventional wisdom about business
dealings?

Based on all the activities above, summarize your learning and note down
the changes you plan to make in your business dealings.



